Merry 
Christmas 


The Feed Bag takes this or- 
portunity to wish all its friends 
and readers a Merry Christmas 
and busy holiday season. 
Weather conditions are ideal 
for business, but we all have 
time and should take this op- 
portunity to thank the Supreme 
Being for the blessings we have 
received in 1926. The Spirit of 
Christmas is one of ‘‘Good Will 
Toward All”. Let us make it 
ours. 


Vol. 2. No. 12. 


MILWAUKEE 
Official Publication, Central Retail Feed Association 


DECEMBER, 1926 


SSS 
| 
» 2 4 yy 


Quality and 
Service 


FAC * 
CAGE FORE 


MINIM Ung cRANALYsis 
PR 
RUDE 
RU, 


ata 


Reasonable Price 


Form an Unbeatable Combination 


MINNEAPOLIS MILLING CO. 


MINNEAPOLIS, MINN. 


904-908 FLOUR EXCHANGE 
PHONE ATLANTIC 0146 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 

©. E. ROOTH, Minneapolis, Minn. 

L. D. CRANE, Chippewa Falls, Wis. 

J. S. DOUSMAN, Antlers Hotel, 
Milwaukee 
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Quicker Service on Supplies 


A man is always in a hurry for sup- 
plies and repair parts. When you 
want anything quickly you can get 
it quickly from Strong-Scott. This 
experienced organization has the 


most complete stock of mill and ele- 
vator supplies in the Northwest. 


Our net price catalog is a great 
convenience in ordering. Write for 
your copy. 


Increase Your Elevator Capacity With Superior D. P. Cups 


Without changing your other equipment in any way you can 
greatly increase your elevator capacity. The Superior D. P. 
Cup holds more, can be placed closer on the belt than any 
other cup and discharges perfectly. Large stocks carried in 
Minneapolis. WRITE or WIRE. 


Everything for Every Mill and Elevator 
‘She Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott Winnipeg SctoTT 


Srasons Greetings 
to nur 


Friends and Patrons 


Ae 


Froedtert Grain & Malting Co. 


MILWAUKEE and MINNEAPOLIS 
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Save 
Money 


We offer the 

Lowest Prices 

Consistent 

with 

Good Service 
Go 


Large Warehouse 
Facilities And 
Complete Stocks 
Enable Us To 
Excell In 

Prompt Shipment 
Of All Grades Of 
Mill Feeds 

Either Straight or 
Mixed Cars 


Take advantage of the large 
and efficient E. S. Woodworth 
& Co. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. 


We Would Be 
Pleased To 
Serve You 


| Woodworth 
Company 


MINNEAPOLIS, MINN. 
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BUY THE BEST 


ARCADY DAIRY FEED 


16% Protein 


“The Old Reliable 16% Feed” 


AND 


Full Line Arcady Wonder Feeds 


MADE BY 


| ARCADY FARMS MILLING COMPANY 


CHICAGO, ILL. 


SOLD BY ALL GOOD DEALERS 


Satistica— 


There is something in the 
Mash that makes Big Egg 
Production. Dealers are 
getting repeated orders. 


Hales Buttermilk Egg Mash 
is free of all Dusty Materials. 
It is made fresh daily. 


When you are in Milwaukee 
with your truck, take back a 
few bags for a trial. 


Our mill is in the center of the 
city—in the wholesale district. 


HALES MILLING COQ. 


Ist Ave. Viaduct and Lake St. 


Phone Hanover 973 MILWAUKEE 
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MILWAUKEE 


Volume Two 


December, 1926 


Number Twelve 


Board Of Trade and Boiler Factory 


Alike To Humorist 


Wouldn’t Rob Broker By Taking Last Bushel Of Wheat, Asks Terms On Sample 
Recommends Arnica To Sad-Looking Man Who Has Been Squeezed Into A Corner 


WENT into the Chicago Board 
l of Trade awhile ago to see about 

buying some seed wheat for sow- 
ing on my farm next spring. I heard 
that I could get° wheat cheaper there 
than anywhere else, so I went over. 
The members of the board seemed to 
be all present. They were on the 
upper floor of the house, about three 
hundred of them, I judge, engaged 
in a conversation. All of them were 
conversing when I entered, with the 
exception of a sad-looking man who 
had just been squeezed into a corner 
and injured, I was told. I told him 
that arnica was as good as anything 
I knew of for that, but he seemed ir- 
ritated, and I strode majestically away. 
Probably he thought I had no business 
to speak to him without an introduc- 
tion, but I never stand on ceremony 
when I see anyone in pain. 

I got a ticket when I went in, and 
began to look around for my wheat. 
I didn’t see any at first. I then asked 
one of the conversationalists how 
wheat was. 


Would See His Purchases 


“Oh, wheat’s pretty steady just now, 
specially October, but yesterday we 
thought the bottom had dropped out. 
Perfect panic in No. 2, red; No. 2, Chi- 
cago Spring, 73%. Dull, my Christ- 
ian friend, is no name for it. More 
fellers got pinched yesterday than 
would patch purgatory fifteen miles. 
What are you doing, buying or sell- 
ing?” 

“Buying.” 

“Better let me sell you some choice 
Chicago Spring way down. Get some 
man you know on the Board to make 


By E. W. Nye 


the trade for you.” 

“Well, if you’ve got something good 
and cheap, and that you know will 
grow, I'd like to; look at it,” I said. 

Wouldn’t Rob the Broker 
He took me over by the door where 


UMOROUS satire which 

doesn’t hurt anybody 

and pleases everybody 
was a specialty with Bill Nye, 
America’s most noted humorist. 
The article herewith, describing 
Bill’s visit to the Chicago Board 
of Trade, was first published by 
F. Tennyson Neely in 1896 as 
part of a collection of Mr. Nye’s 
humorous word pictures. Read 
how he tried to buy the sample, 
half cash and balance terms. 


there was a dishpan full of wheat, and 
asked me how that struck me. I said 
it looked good and asked him how 
much he could spare of it at .73. He 
said he had 50,000 bushels that he 
wasn’t using, and he thought he could 
get me another 50,000 ot a friend, if 
I wanted it. I said no, 100,000 bush- 
els was more than I needed. I told 
him that if he would let me have that 
dishpan full, one-half cash and the 
balance in installments, I might trade 
with him, but I didn’t want him. to 
sell me his last bushel of wheat and 
rob himself. 

“Very likely you’ve got a family,” 
said I, “and you mustn’t forget that 
we've got a long, cold, hard winter 
ahead of us. Hang on to your wheat. 
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Don’t let Tom, Dick and Harry come 
along and chisel you out of your last 
kernel, just to be neighborly.” 
Finds Traders are Sociable 

I remained in the room an hour and 
a half, the cynosure of all eyes. There 
is a great deal of sociability there. 
Three hundred men all talking dia- 
gonally at each other at the same time, 
reminds me of a tete-a-tete, I once had 
with a warm personal friend, who was 
a boiler maker. He invited me to 
come around to the shop and visit him. 


_ He said we could crawl down through 


the manhole into the boiler and have a 
nice visit while he worked. 

I remember of following him down 
through the hole into the boiler; then 
they began to head boiler rivets, and 
I knew nothing more till I returned to 
consciousness the next day to find 
myself in my own luxuriously-fur- 
nished apartments. 

Intellect is Mislaid 

The family physician was holding 
my hand. My wife asked: “Is he con- 
scious yet, do you think, doctor?” 

“Yes,” he replied, “your husband be- 
gins to show signs of life. He may 
live for many years, but his intellect 
seems to have been mislaid during his 
illness. Do you know whether the 
cat has carried anything out of this 
room lately?” 

Then my wife said: “Yes, the cat 
did get something out of this room 
only the other day and ate it. Poor 
thing!” 


A. L. UMBREIT has entered the 
feed business at Randolph, Wis. He 
handles the Purina line of feeds. 
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Cc. H. CRAWFORD, president of 


the Crawford-Reitmann ‘Mill Co., 
Galesville, Wis., has sold his interest 
in that company to B. W. Davis and 
H. D. Reitmann. He has announced 
no definite plans for the future. 


CHRISTIANSEN BROS., of the 
Sturtevant Supply Co., Sturtevant, 


Wis., have just installed a new feed 
grinder and made other improvemerts 
to his property in preparation for a 
big winter business. This is the first 
grinder to be placed in operation at 
Sturtevant. Some readers of The 
Feed Bag will probably remember that 
this paper commented on the fact that 
there were no grist mills located at 
Sturtevant in the issue of January, 
1926. 


H. LATHROP, feed dealer at 
Bridgeport, Wis., has spent the last 
few weeks hunting in New Mexico. 
Mr. Lathrop owns the toll bridge ex- 
tending almost a mile across the Wis- 
consin river at Bridgeport. He charges 
25 cents for teams and automobiles, 50 
cents for trucks and 5 cents a head 
for animals. Right on a highway, this 
bridge proposition is better than any 
feed business ever was: The bridge is 
handled by three men working eight- 
hour. shifts. 


Dealers Should Help War 
On Hog Cholera 


Hog cholera is spreading in She- 
Loygan county, according re- 
ports from the county agent’s office, 


who urges that all farmers take pre-. 


cautions to prevent further spread of 
the fatal disease. 


Feed dealers can render a real serv- 
ice to their community by urging their 
patrons to observe the precautions as 
given by the United States Department 
of Agriculture. The Department of 
Agriculture urges farmers to combat 
hog cholera as follows: 

Confine your hogs to inclosures 
away from streams and public high- 
ways. 

Don’t visit your neighbor’s hog lots 
and don’t allow them tc visit yours. 

Don’t drive from a public highway 


EDIENTS 

LO PROCESS LINSEES 
TION SEED MEAL, WRE 
RN TEN 
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Results Determine Value 
_ Protein 1614%, 6% Fat 


CO-OPERATE 


MILLING 
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with the Dairy Farmer 
to Increase Milk Profits 


BLUE RIBBON supplies Protein and Fat 
at low cost in a balanced ration. 


A 
“half and half” mixture with Ground Oats, 
The 


And You Will Always 
BUY IT 


into the hog lot. 

Disinfect your shoes before entering 
your hog lot. (Dip soles in a 3 per 
cent solution of compound cresol.) 

Any newly-purchased stock should 
be kept away from the home herd for 
at least two weeks. 

Dogs should be confined so they 
can not leave the premises. The car- 
casses of dead hogs should be prompt- 
ly buried under four feet of earth, or 
preferably, burned. 

Insanitary surroundings and improp- 
er feeding tend to lower the vitality 
and decrease resistance to disease, but 
such conditions of themselves cannot 
cause hog cholera. It can be produced 
only by the specific germ of the dis- 
ease. This develops and propagates 


cnly in the bodies of hogs and must 
be conveyed in some manner from a 
sick hog to a well one in order to 
produce the disease. 


Corn or Barley gives the variety in the 
ration that the dairy herd requires. 

price of milk and butter fat warrants feed- 
ing for capacity production. 


MINNESOTA 
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When You Buy On Consignment 
Reduce Terms To Writing 


Indefinite Arrangements Responsible For Many Costly Disputes 
Dealer Must Handle Consigned Merchandise With Reasonable Care 


HE buying of goods on con- 
signment, or with the right of 
return in case they are not 
sold, is a common practice in the re- 
tail world. In this manner, a retail 
merchant may be able to carry a larg- 
er and more diversified stock, than he 
otherwise could carry if compelled to 
buy outright. 

On the other hand, by consigning 
goods the wholesaler may be able to 
get his stock in trade more quickly 
before the buying public than if he 
relied solely on out and out sales. The 
practice then has much to commend it, 
and in many instances may be followed 
to advantage by all concerned. How- 
ever, a retail merchant should not 
overlook certain legal phases of the 
subject, because contracts of this kind 
are peculiarly subject to after disputes. 

Have Terms in Writing 

In the first place, where a merchant 
agrees to accept goods on consign- 
ment, or with the right to return what 
he does not sell, the terms of the con- 
tract should be clearly understood be- 
tween the parties. To guard against 
after controversy over this point, it 
is usually prudent to reduce the tetms 
to writing. - 

In the second place, the merchant 
should keep each account of this kind 
separate, and in such a manner that 
he can comply with the terms of the 
agreement, in respect to returning the 
unsold goods. If this is not done, 
and the goods are commingled with 
other stock, in such a manner as to 
prevent an accounting, the merchant 
may place himself in a position to be 
held liable for the goods received 
whether he wants them or not. The 
ease with which a situation of this 
kind may develop into a costly dispute 
may be illustrated by the following: 

Merchant Receives Goods 

A traveling salesman called upon a 
merchant, and the latter selected mer- 
chandise from the samples displayed 


to the value of about $3,000. No pay- 


ment was made at this time. There- 
after the salesman again called upon 
the merchant, took back part of the 
goods, and received a payment of $500 
on what remained. The merchant put 
the goods in stock, sold what he could, 


By Leslie Childs 


and kept no particular account of the 
order. Payment was not made for the 
goods, and the wholesale firm brought 
an action to recover the balance claim- 
ed to be due. 

Upon the trial of the case there 


Bag engaged Leslie Childs 

to write a series of articles 
explaining legal points for retail 
feed dealers. His articles have 
appeared in each issue since that 
time and have become very pop- 
ular with our readers. If you 
have any suggestions as to sub- 
jects for future articles, Mr. 
Childs will be pleased to have 
you write him in care of The 
Feed Bag. 


i = months ago The Feed 


was a conflict in the evidence as to 
whether the merchant had bought the 
goods, or whether he had the right to 
return what he did not sell. But under 
either theory the merchant had treat- 
ed the account in such a manner as to 
render himself liable. He testified as 
follows: 
Admits Lax Accounting 

“When you ask me if the goods are 
now mine or Croft's, [the seller] I say 
that they are in my possession, and it 
is undecided who owns them. I have 
been selling them from time to time. 
IT don’t know how much I now have 
left without taking an inventory. I 
can't say whether I have $100 worth 
or $50 worth, or how mych, without 
taking an inventory and pick out these 
goods from among other goods. 

“These goods are commingled with 
our stock, and have been ever since 
the goods were put in our cases. and 
they have been displayed in our show 
cases and shelves and shown to cus- 
tomers and sold whenever we could 
sell them.” 

Merchant Held Liable 

So there we are. The merchant had 
failed to pay for the goods. And by 
his own testimony he had failed to 
keep an account of the goods, or ten- 
der back what he had not sold. On 
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this state of facts the court in decid- 
ing the case said: 

“If defendant [the merchant] had 
the option to return the goods received 
by him, or any part of them, it was his 
duty to exercise such option within 
a reasonable time. It is apparent from 
his testimony that he did not do so. 

“If he retained them after asking 
Croft to take them back, and sold what 
he could thereafter, and was unable 
on the trial to state positively what 
he had then on hand, he was in no 
position to insist that he should not 
be required to pay for what he had 
received.” 

_: Reasonable Care Important 

The court thereupon affirmed a judg- 
ment against the merchant for $1,- 
155.44, the amount shown to be due 
upon the account. Holding, that un- 
der the evidence of record he was 
clearly liable for the unpaid and ac- 
counted for balance of the goods re- 
ceived by him. 

The foregoing case aptly illustrates 
the importance of reasonable care on 


_the part of a merchant in accepting 


goods on consignment. He may carry 
stock in this manner with profit to 
both himself and the seller, but, in 
doing so, he should:for his own pro- 
tection clearly understand the terms of 
the contract, and then comply with 
its provisions in a businesslike man- 
ner. Otherwise, as illustrated, arrange- 
ments of this kind may easily 
prove a fruitful source of costly con- 
tention and dispute. 


I. K. MAYR of the Mayr Seed & 
Feed Store at Beaver Dam, Wis., has 
purchased the Peachey Elevator at 
Beaver Dam Junction. 


EDWARD WILEY & SON, who 
recently sold their flour and feed busi- 
ness at Janesville, Wis., to Baker & 
Peck, have moved their main offices 
to Soldiers Grove, Wis., where they 
cperate the business formerly con- 
ducted by the Soldiers Grove Equity. 
Edward Wiley & Son also operate a 
branch station at Readstown, Wis. 
The firm handles feeds of all kinds, 
automobile tires, oil, twine, seeds and 
flour. 
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21.7% more profit! 


—with Corn Gluten Feed in the ration. This 
is the record made by Nutricia Farms of Thiens- 
ville, Wis., during a 6 months’ test. In Decem- 
ber farm papers we tell the complete story to 


help you get more profit! 


To better acquaint dairymen and 


farmers with the dollars and cents 


returns to be gained from adding 
Corn. Gluten Feed to the ration, 
this staple feed is being widely ad- 
vertised in leading farm papers. 


This advertising is read by the 


buyers in your own community. 


You can easily capitalize on it—in- 
crease your sales and profits. Multi- 
ply your turn-over! 


More steady business, better 
prices—you'll get them by taking 
advantage of this forceful advertis- 
— pushing Corn Gluten 
Feed. 


ASSOCIATED CORN PRODUCTS MANUFACTURERS 


CORN GLUTEN FEED 


Manufactured by 


American Maize Products Co., New York and Chicago The Huron Milling Company, Harbor Beach, Mich. 
’ Anheuser-Busch, Inc., St. Louis, Mo. The Keever Starch Co., Columbus, Ohio 
Clinton Corn Syrup Refining Co., Clinton, Iowa Penick & Ford, Ltd., Inc., Cedar Rapids, Iowa 
Corn Products Refining Co., Chicago and New York Piel Bros. Starch Co., Indianapolis, Ind. 
The J. C. Hubinger Bros. Co., Keokuk, Iowa A. E. Staley Manufacturing Co., Decatur, Ill. 
Union Starch & Refining Co., Columbus, Ind. 
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ALL FIGURES “Now, Johnny,” you will perhaps 
AREN’T TRUTHFUL remember hearing teacher ask 

someone in your graded school, 
“if I bought a ton of bran for $23.00 and sold it for $25.00; 
how much profit would I make?” 

“Two dollars,” answered Johnny who couldn’t be fooled 
by such an easy question. “Right,” commented the teacher. 

Both Johnny and his teacher were far from right but 
the transaction was all make-believe and nobody suffered. 
It’s different, however, with some of our feed dealer friends 
who still try to figure their profit in the same old way. 

Profit cannot be figured by subtracting buying cost 
from the selling price. A third factor—selling cost, the 
cost of doing busines—must be considered. Profit, there- 
fore, is the difference between the buying cost PLUS the 
selling cost and the selling price. 

The Feed Bag has stressed this truth many times. We 
have repeated it month after month in articles by Harry, 
J. Colman, James H. Vint, Frank Kern and others, includ- 
ing your editor. We know some feed dealers who believe 
what we say but when we are, talking with others we are 
often discouraged. After all, The Feed Bag is only a trade 
publication, the little lady who ruled in the old graded 
school was a teacher. 


CUT OUT THE 
“BLUE STRIPES” 


When you have five or six minutes 
to spare sit down and count the num- 
ber of stores and offices you know 
where they are doing some useless thing, foilowing some 
useless practice, just because it has alwayq been done. 

The Nation’s Business prints the story of General Lord, 
director of the bureau of budgets, making inquiry: of the 
post office department as to the reason for the blue stripes 
on mail bags. 

He could find no reason for their use, save the fact 
that mail bags had always worn blue stripes. He did a 
little figuring knowing that plain material could cost a cent 
a yard less than the blue striped. The result showed that 
the government was paying $20,000 a year just for the priv- 
ilege of having blue stripes on its mail bags. 

It is a ‘safe statement that in practically every business 
in the country every business that has been going fifteen 


or twenty years, there is some practice followed that has. 


no more excuse than the blue stripes on mail bags. 

If you are connected with a business which, has beer 
long established or which is blindly following the customs 
of years in such business you can probably’ pick out one 
practice or another that could be omitted to the benefit of 
the net profit of the business. 

Why not look around you with a view to discowering 
and eliminating the useless expenditure of time, money or 
supplies on the “blue stripes” of your business?—Wisconsin 
Motorist. 


ANOTHER ANGLE A jobber supplied the letters 
ON DIRECT SELLING and orders to prove this story. 
We present the facts without 

comment. 
A farmer near Forestville (the name is fictitious) wrote 
this jobber asking for quotations on No. 2 old yellow corn. 
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The jobber wrote the two dealers at Forestville (doing 
business with neither regularly) advising them that he was 
quoting the farmer and protecting each of them to the 
extent of one cent per bushel. He then called the farmer 
and tried to sell him without success. 

One of the dealers wrote and thanked the jobber and 
shortly thereafter a second farmer came in the office, say- 
ing this dealer had told him he might be able to buy a 
car of corn direct. The jobber sold the farmer and sent 
thg dealer a check covering his protected profits. 

A week later the first farmer called on’ the telephone 
and asked if the jobber had any more of the kind of cot¢n 
he had sold the second farmer. He said he had already 
bought one car of corn elsewhere but the quality had not 
been as good. The jobber had more corn and sold two 
cars for deferred shipment protecting both dealers. 

The dealers saw the corn as it was received. They 
bought five cars between them and the second farmer’ fol- 
lowed through with an order for a second car. That makes. 
nine cars of corn in all. One of the dealers also bought a 
mixed car and the other two cars of gluten feed. 


WE CREDIT THE We wish to particularly direct 
AMERICAN MILLER the attention of our readers to 

an article in this issue of The 
Feed Bag, reprinted from the American Miller, in which 
a Colorado feed dealer discusses seven ways of using the 
telephone to increase business. 

The Feed Bag is not given to editing its columns with 
a pair of scissors and consequently when we use something 
which has been published in another paper as a feature 
article you can be sure it has exceptional merit. We have 
never featured a reprint in any previous number of The 
Feed Bag and by actual count have not borrowed more 
than a dozen short items in our history: 

Many months ago, we recognized the importance of 
the telephone as a business getter for the retail feed dealer 
and since that time we have regularly tried to get an 
article on the subject but to date have been unable to se- 
cure anything of our own which we believed acceptable. 

The article, reprinted in this number of The Feed Bag, 
includes many suggestions which we believe will be of real 
benefit to our readers. We are glad to be able to publish 
the article and herewith give all due credit to the American 
Miller. 


MERRY 
CHRISTMAS 


The great old holiday season, always new 
every time it is celebrated, is here again. 
People seem happier, faces seem brighter 
and every home and hamlet in the nation, is gayly decor- 
ated with Christmas colors. 

We may talk about the water carnival at Venice and 
the mardi gras at New Orleans, or any one of hundreds of 
celebrations, but Christmas is the greatest festival of all. 
This is rightly so for the sentiment of Christmas is the 
greatest civilizing force in the world. 

There are men who doubt that Christ is the Son of 
God and others who doubt God but there can be none who 
will not praise and admire the doctrine which teaches us 
td love our neighbors as ourselves. 
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From Members 


MILW AUKEE 


Chamber of Commerce 


of the 


Any of the following firms will appreciate a chance to 
trade with you or handle your grain on consignment. 
For personal attention---trade in Milwaukee. , 


Receivers and Shippers 


BUERGER COMMISSION Co. 
CARGILL GRAIN Co. 

P. C. Kamm Co. 

J. V. LAUER & Co. 
CoMMISSION Co. 


THE Rress Co. 


E. P. Bacon Co. 

W. M. BELL Co. 

Roy I. CAMPBELL 

JOHNSTONE-TEMPLETON CO. 
Feed Jobbers 


BADGER GRAINS & FEED Co. 
DEUTSCH & SICKERT Co. 
WILLIAM G. SLUGG 


Grain Futures 


JACKSON Bros. & Co. 
E. J. KOPPELKAM 


THE MARKET OF PERSONAL SERVICE 
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Neutral Agents Handle All Grain 
Consigned To Markets 


Typical Movement Traced From Shipper Through Terminal Exchange 
Interests Of Country Elevator And Commission Merchant Are Same 


Secretary, 


T has been suggested that some 
I of the readers of The Feed Bag 
would perhaps be interested in a 
description of the marketing of grain 
from the country through a terminal 
market grain exchange, and our pur- 
pose here is to sketch a typical trans- 
action, beginning with the first appear- 
ance of the grain as an article of com- 
merce, viz: in the country elevator. 
Up to the time when the farmer 
hauls his product from the farm to 
the country station and disposes of 
it to the buyer there, it is “invisible”, 
speaking commercially, but when he 
sells it to the elevator man it is “on 
the market.” It enters commercial 
channels at that point, and is then a 
factor in the grain trade of the coun- 
try. 


Ships Oats to Milwaukee 


Let us take a car of oats 
as an example. At a sta- 
tion out in Iowa, we will 
say, the elevator man has 
bought and taken in from 
the surrounding farmers a 
couple of thousand bushels 
of oats, about one carload. 
He looks at his market cir- 
cular, of which he probab- 
ly gets two or three every 
day, sent him by ter- 
minal market commission 
firms, and decides 
that he will ship his oats 
to Milwaukee. He prefers, let 
us say, to consign the oats to 
a commission merchant for sale, 
rather than sell them out of his eleva- 
tor by accepting some specific bid he 
has received. And so he loads the 
oats into a car and gets his bill of 
lading; then to the bank, where he ar- 
zanges for a draft to be drawn on his 
commission firm for 90 per cent of the 
value of the oats based on the market 
as quoted that day. Draft, with bill 
of lading attached, is sent along to a 
bank in Milwaukee for collection. 

The. country elevator man advises 
the commission man at Milwaukee of 
the consignment, and, at the same 


By H. A. Plumb 


time, instructs him to “hedge” the 
shipment by selling 2,000 bushels of 
oats in the futures market, say for 
May delivery. He has thus protected 
the profit he had in his “cash” oats, 
that is, the grain he has shipped. 
Inspector Licensed by Government 
The car of 
oats arrives at 
Milwaukee and 
is placed in the 
railroad in- 
spection yards, 
and here the 
Chamber of 
Commerce 


Milwaukee Chamber of Commerce 


first comes into the transaction 
directly. The oats are to be sold in 
the Milwaukee market, and therefore 
it is necessary to have them officially 
inspected. That is the function of 
the Chamber, and one of its grain 
samplers enters the car and takes a 
representative sample of the oats with 
a probe designed for that purpose. The 
sample, together with a report of the 
condition of the car, if it bears evid- 
ence of grain leaks, and a record of 
the car seals broken and Chamber of 
Commerce seals applied after examina- 
tion of the car, is taken to the in- 
spection rooms in the Chamber of 
Commerce building, and there graded 
by an inspector. 
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ilwaukee Chamber of Commerce 


The inspector must hold a license 
from the United States Department of 
Agriculture for inspecting that partic- 
ular kind of grain, but he is in the 
employ of the Chamber of Commerce, 
and is under oath to perform his du- 
ties fairly and conscientiously and not 
to trade or deal in grain. 

Sample Used to Make Sale 

The sample and a memorandum of 
the grade assigned to it are delivered 
to the commission merchant to whom 
the car is consigned, and who has 
paid the draft on it, and are used by 
him in making a sale of the oats when 
the market is opened for the day. It 
may be that the shipper, considering 
the oats to be good enough to grade 
No. 3 white, has instructed 
the commission merchant 
to “call an appeal’, in case 
the inspector grades his 
oats lower than that. In 
that event, or in the event 
that the commission mer- 
chant has any reason to 
believe that the quality of 
the oats is better than is 
indicated by the original 
inspection, he appeals from 
the inspector’s grading to 
the Federal Supervisor— 
there is one in each of the 
larger markets—and he 
may change the grade, his 
decision finally determin- 
ing the grade of the grain, 
unless recourse is had to a 
“super appeal,” but that is rarely re- 
sorted to.” 

Fierce Competition on ’Change 

Sample tables are provided in the 
exchange room upon which the com- 
mission merchants, or “receivers”, 
place all samples of grain consigned to 
them for sale, and here the buyers 
gather and negotiate their purchases. 
And here that fierce competition which 
is characteristic of the grain trade, 
comes into play. Our car of oats, 
which we assume is to be sold “at 
the market,’ must take its chances 
with the other oats on the tables that 
morning. The functions of the com- 
mission merchant become important 
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at this point. 

He is, of course, the representative, 
the agent, of the country shipper. His 
aim is to obtain the best price he 
can for this car of oats, for continued. 
patronage depends upon how well he 
safeguards the interests of the owner 
of the grain and satisfies him with his 
sales. He may sell these oats to a 
terminal elevator operator, to a cereal 
miller, or to some other buyer look- 
ing for oats of that class for some 
particular purpose. The largest buy- 
ers of oats in the Milwaukee market 
are the elevator operators. ‘They are 
generally in a position to absorb al- 
most any grade or class of oats to be 
used in supplying their merchandise 
trade. 

Neutral Agents Weigh Grain 

We will suppose that our car of oats 
is sold to an elevator man. The car 


is ordered to the elevator and un- 
loaded, and at this point the Chamber 
of Commerce once more enters the 
transaction. Assistant weighers em- 
ployed by the chamber take a record 
of the seals attached to the car, and 
supervise the unloading and weighing 
of the grain, making sure that all grain 
is removed from the car. Their rec- 
ord of the weight is the official weight 
of the grain, and their certificate issued 
on each car is binding as between the 
buyer and the seller. The railroads, 
too, use the Chamber of Commerce 
weights as the basis for assessing their 
freight charges on the grain. 

It will be noted that while the sale 
of the oats is a private transaction in 
an open market, governed by certain 
general rules, of course, the determin- 
ation of the quality and the quantity 
of grain sold is! made officially by the 


For Dumping Feed, Grain or Coal 


EIL Underneath Hand Hoist units, with body and hoist 
. complete, are an inexpensive means of making your 
light duty motor truck into a labor-saving and profit-making 


dump truck. 


gravel,etc. Easy to mount. 


Ideal for hauling feed, grain, coal, sand, 
Ready for immediate delivery. 


Send for Bulletin 161 and Prices. 


Tue HEIL co. 


1345 Montana Ave. 


Milwaukee, Wis. 


Factory Branches: Chicago, Boston, Philadelphia, New York 
Mfgrs. Steel Dump Bodies, Truck Hoists and Steel Tanks 
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Chamber of Commerce, the buyer and 
seller having nothing whatever to do 
with that part of the transaction. 

“Hedge” Protects Shippers’ Profit 

The certificate of weight is delivered 
to the commission merchant the next 
morning after the car is unloaded, and 
if he presents his invoice, and the 
weight certificate, to the buyer before 
11 o’clock that morning he will re- 
ceive a check in full payment for the 
grain. Hence it is a “cash” transac- 
tion. : 

Meanwhile the commission merchant 
has “taken off the hedge” on the oats 
by buying in the futures market the 
same quantity of oats he sold in plac- 
ing the hedge, viz: 2,000 bushels, May 
delivery. Say both the cash and fu- 
tures markets have declined since the 
oats were shipped. A loss on the cash 
oats and a profit on the future are the 
result, but the shipper’s original profit 
in the oats is secure. 

Settlement With the Shipper 

The commission merchant now fig- 
ures up the entire deal, and sends the 
country shipper his check for the net 
proceeds with the account sale, cred- 
iting him with the gross proceeds of 
the sale to the elevator man, and debit- 
ing him with the necessary items of 
expense against the shipment. These 
include freight charges, amount of 
draft and interest, inspection, $1.00, 
weighing, including seal and car condi- 
tion report, $1.25, and the commission 
for selling—in the case of oats, 34c 
per bushel at present. : 

We have here traced a bare outline 
of the system by which the products 
of the western grain fields are moved 
into the channels of commerce. It is 
nothing more than a mere sketch. It 
does not cover the subject by any 
The traced movement of our 
mythical car of oats is typical of the 
system, however, and can be taken 
as the history of the average shipment 
consigned from the country to the Mil- 
waukee market. All the grain market- 
ed is not consigned, of course. It 
may be sold by the country elevator 
man at his own elevator, by his accept- 
ance of one of the bids sent out daily 
from the terminal markets. 

Certain Points Emphasized 

Certain points might be emphasized 
here: 

The fact that the interests of the 
commission merchant in the terminal 
market are identical in every respect 
with the interests) of the country ele- 
vator man, whose agent he is. 

The fact that the grain is in com- 
petition with all other grain of the 
same kind in the market; the commis- 
sion merchant is in competition with 
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Jobber Host To Hot Stove League 


Editor Listens In 


Callers Include New And Old Dealers, Farmers And The Postman 
Horse’s Leg In Hay, Cash And Credit Among Subjects Discussed 


By David K. Steenbergh 


HIS article might have been en-:+ 
titled: “When Dealers Come 
to the City”. In past 
months we have written articles des- 
cribing the various stations and feed 
dealers we visited while journeying 
about in our famous Ford. This month 
we will try to describe what we heard 
and saw while sitting in an obscure 
corner of a jobber’s office one day last 
week. 

We had hardly time to settle in 
place and thaw out when the first 
visitor entered the office. He 
was a new feed dealer who had just 
opened for business at a Wisconsin 
station where he had purchased an 
elevator and warehouse representing 
an investment of $28,000. 

New Dealer Ambitious 


He was fired with ambition and in © 


a receptive mood toward any and all 
information which he believed might 
help him in his new enterprise. ‘What 
do you think about my chances up 
there,” he asked after he and the job- 
ber had exchanged greetings. 

“Why, F think you have a good 
thing,” the jobber answered. “But, 
you'll have to feel your way and go 
slow until you learn the ins and outs 
of the business. I hardly think you'll 
make any money the first year.” 

Wants 20 Per Cént Profit 

They talked on and on for what 
seemed countless ages and finally the 
new dealer bought a car of linseed 
meal, paying $46.50 a ton. “Now, 
what margin of profit do you think I 
ought to get on that meal,” the dealer 
asked. The jobber busied himself with 
some papers on the desk before him 
and gave an evasive answer. 

“It’s quite an investment,” the new 
dealer persisted. “I think I ought to 
get about 20 per cent.” 

The jobber was so startled that he 
almost fell from his chair. ‘Don’t you 
think 20 per cent is a bit high,” he 
queried after regaining his composure. 

Will Confer With Competitors 

“No, I don’t. I understand, of 
course, that most dealers are now sat- 
isfied with $2.00 a ton but with most 
farmers buying on credit I am not 
going to be satisfied with less than 
$5.00. I plan to go and talk the matter 


over with all my competitors. No- 
body can make a profit at $2.00 and 
it doesn’t pay to be in business at all 
if you can’t make a profit. I’ve had 
some experience talking with competi- 
tors too and I haven’t found them un- 


DITORIAL lattitude is a 

standard recognized among 

writers which permits a 
slight deviation from exact facts. 
With this explanation, we ac- 
knowledge that the facts on 
which this, article is based were 
not gathered in any one office 
or any single day. We trust 
this ‘admission’ will not detract 
from your interest in the story. 


reasonable. Just before I came down 
here I made an arrangement with the 
stores whereby they’ve all agreed not 
to handle feed and I will refrain from 
handling flour. 

“T don’t believe in doing anything 
without exacting a fair profit. I’m go- 
ing to keep a record of my grinding 
costs and intend to get a profit on the 
grinding I do. I don’t believe any 
farmer will travel five miles farther to 
get grinding at one cent a bag cheap- 
er, especially when I have a’ good mill 
and intend to give the best of service.” 

Has the “Right Idea” 

This dealer has the right idea. He 
is green in so far as the feed business 
is concerned but he is intelligent and 
has a good personality. He is due for 
a few hard knocks in the not distant 
future but he seems to have the stuff 
which should enable him to pull 
through and make a success. 

The next caller happened to be one 
of Uncle Sam’s mailmen. The first 
letter opened was a pitiful plea from a 
farmer who had purchased a load of 
hay through the jobber. Parts of his 
letter follow: 

“To say that I am dissatisfied with 
the car of stuff you send. I say stuff 
for it fails to be hay. It can be used 
as bedding the stock; but for hay it 
has lost its value a year or more ago. 

“In the barn the stock won’t eat it 
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and just now after feeding it a few 
days the horses have lost all their 
pep and I think after a few weeks 
ihey won’t be able to pull a hat from 
a man’s head. Then I can sell them 
to the fox farm. 


“T can not express my feeling for T 
kate to go near the barn. You can 
never make this right with me. Most 
all reliable firms try and do the right 
thing when an error is made. I am 
feeling pretty blue about this deal for 
it sure is a raw one.” 

The hay business isn’t all pleasure. 
After reading the letter the office staff 
gathered around and recalled other re- 
cent troubles in the hay business. 

Horse’s Leg in Hay 

The grain man recalled a hay-bail- 
ing party which evidently had closed 
in a jovial way as a leg of a horse 
had been packed in the bale placed 
just inside the door of the box car. 
Hay was selling at about $40.00 at the 
time and the car was sold through the 
jobber and shipped to Newport News. 

Prices toppled $10.00 a ton between 
the time the. car was shipped and the 
date it arrived at Newport News. The 
receiver, of course, was looking for 
something wrong in the car and he 
didn’t have to look far. We under- 
stand a dead horse can often be sold 
for about $5.00 but this leg cost the 
jobber close to $300. 


Cows Eat Like Ostriches 


Another load of hay was sold in 
Dodge County. Three cows died and 
jobber was sued because it was found 
that their stomachs contained nails, 
brads and wire similar to material 
found in the center of some of the re- 
maining bales of hay. A farmer jury 
awarded damages against the jobber 
to cover the cost of the cows despite 
the fact that the jobber protested it 
wasn’t his fault if the cows had appe- 
tites like ostriches. The shipper final- 
ly made a very reasonable settlement 
and the matter was disposed of. 

By this time several more letters 
had been read and a dealer writing 
about a shipment he was expecting 
closed his message as follows: 


“Well, we hope we get what is list- 
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ed and no substitutes. 
sacks.) Holes ain’t worth much these 


(Please whole 


Yours.” 
Ichabod Crane Visits Office 

Ichabod Crane is what the office 
staff called the next visitor. He 
looked the part—a long farmer with 
a funny laugh. The man sat down 
and proved himself to be a very in- 
telligent gentleman. He evidently had 
some means, knew farming and above 
all, feeds and feeding. He volunteered 
to tell the jobber all about what was 
wrong with the feed dealers in his 
territory. 


days. 


“They’re not business men,” he said. 


“A few weeks ago I went to one of 
them and offered to buy ten tons of 
middlings out of a car and pay cash 


including $1.50 per ton above the deal- 
er’s cost. My offer was refused and 
so I went to the other dealer who 
also would not accommodate me. I’m 
through with dealers.” 

Lets Cat Out of Bag 

Then the cat came out of the bag. 
He asked about the current prices on 
various feeds and finally offered to buy 
a mixed car on credit. 

A progressive dealer from a progres- 
sive town came next. This dealer han- 
dles produce as a side-line and reported 
that the demand for turkeys and geese 
had been so brisk that he had neglected 
to save one for his own family. The 
chicken tasted mighty good though. 
Business generally is good with this 
dealer and he expects the ensuing’ sea- 


to use it. 


was placed on the market, in 
: 1880, it has catered especially 
| to Family Trade in territory 
| adjacent to the Mill. Our best 
trade is where flour is best ap- 
| preciated. BIG JO is not a 
popular priced Brand. 
popular only because of its 
i superiority, not price. 
high priced, but it is economy 


It is 


It is 


BIG JO 


SELLS BEST BECAUSE 
IT IS BEST. <——« 
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son will be better than ever. He buys 
all his commodities in car lots and sells 
on strict terms. 

“Here’s another hard luck story,” the 
jobber whispered as another dealer 
walked into the office. “Hello, Bill,” 
he greeted the new-comer. “Haven't 
seen you in a long time. I suppose 
business is good with you.” 

This Story is Different 

“You bet it is. Have been so busy 
I couldn’t get away. It’s a different 
story than it was six months ago when 
I saw you last. You remember I had 
about $15,000 on the books at that 
time, very little business and an adver- 
tisement offering my place for sale, in 
a grain journal. 

“We talked about doing business for 
cash and you told me about the things 
some other dealers were doing. You 
called my attention to some articles 
in The Feed Bag and I read them 
through after I got home. I thought 
it was all a dream but decided things 
couldn’t be worse no matter what I 
did and so I announced the change. 
I lost the little business I had and my 
competitor was busier than ever but 
my book account gradually became 
smaller and my competitor’s grew by 
leaps and bounds. 

“He closed down two months ago 
and now I have the only feed business 
in town. I’m charging fair prices and 
getting cash except in occasional in- 
stances when I give 30-day terms to 
responsible farmers at $1.00 per ton 
over my list prices. I spent nearly 
fifteen years of my life working for my 
customers and was almost down and 
out before I came in here and got 
the right idea. But things are going 
great now and I’m making money on 
every bag of feed I sell. The feed 
business is a good business for dealers 
who render real service and sell for 
cash.” 


W. S. WEISS of the La Grange 
Mills, Red Wing, Minn., was a recent 
visitor at Milwaukee. 


PAUL WIDLAKE, progressive 
feed dealer at Green Lake, Wis., re- 
cently had a novel experience with 
automobile thieves. The thieves were 
not interested in his new truck but 
they did want the balloon-tired wheels 
that were on it, so they jacked up the 
car, removed the wheels and drove 
away. The sheriff is now helping Paul 
look for a small light car with four 
new wheels. 


KUEHN & SCHAFTER are con- 
ducting business in the old Harry Ele- 
vator, Alma, Wis., which has been re- 
paired and remodeled. 


Ever Since 
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Colorado Dealer Booms Business 
Using His Telephone 


When There’s Nothing Else To Do, Make Your Phone Work For You 
Retailer Explains Seven Ways To Increase Feed Sales, Try Them 


Reprinted From The AMERICAN MILLER 


N one of my pockets I have mem- 
l orandum books, which every feed 

store man should have. They help 
. in selling, collecting, buying. There 
is a list of telephone numbers of my 
principal customers. I use them in at 
least seven ways to sell. 

The other day, for example, a pro- 
motion man from the mill where I buy 
my feeds visited us. He was full of 
pep and ginger. If you want to help 
us, I suggested, here is a mighty good 
way. Take this telephone list of mine 
and call as far as’ you can get. Tell 
them about your new leader if you 
want to. Be sure to begin, in every 
case, though, in offering assistance in 
handling any of their feeding problems. 
The promotion man jumped at the 
invitation. He was good at the work, 
too. No discourteous abruptness. His 
approach was as smooth as velvet. He 
had orders from at least 18 customers 
before he quit. Of course, from name 
to name, he would turn to someone 
in the store for special information. 
The plan can be used for both local 
and long distance calls. 

Sell Complete Loads 

This is one way to make your tele- 
phone work for you. Suppose I have 
an incomplete load of feed to go to 
the Elm Dairy Farm, four miles out. 
Before the load starts I will call (un- 
less there is some, special pressure in 
the office) a number of customers on 
the route out. We’ll explain we are 
sending half a load past their gate, and 
will be glad to take anything to them 
they are in need of. We suggest they 
anticipate their needs for several days. 

Any customer would rather have the 
store haul feed to his farm, than haul 
it himself. We please our customers 
this way, and, moreover, I feel sure 
that I sell more feed. Some of the 
feed we sell in this way might other- 
wise be purchased of another store. 
Last week, we called up. our entire 
customer list to notify it of a local 
meeting to discuss a co-operative ven- 
ture. We weren't selling feed directly, 
but, at that, we were given several 
orders. The big thing was that we 
helped along the co-operative move- 
ment, and strengthened our position 
as a friend of the farmers. 


ness. 


making deliveries. 


for you. 


Use Your Telephone 


1.—Let feed mill representatives use your phone to increzse your busi- 
2.—Use your phone to sell additional feed to fill’ truck when you are 


3.—Use your phone to call special lists (such as farmers keeping goats) 
to introduce new feeds and other products. 


4.—Use your phone to welcome new farmers in the neighborhood, and 
invite them to do business with you. 


5.—Use your phone to get credit data and other information about 
prospective customers from present patrons. 


6.—Use your phone to strengthen friendships with your patrons—to 
advise them of meetings, help them sell their extra cattle, etc., etc. 


7.—Use your phone to keep customers, check-up on inactive accounts, 
correct mistakes if any have been made. 


8.—When there’s nothing else to do—use your phone. 


Make it work 


Around our store there’s a standing 


rule that, when there’s nothing else to 
do, there remains, always, the tele- 
phone. This applies to the boss, and 
right on down, for everyone is ex- 
pected to have at least some patron- 
age that is personally controlled and 
influenced. The other day, in a gap, 
we took a new formula for goats we 
had recently introduced. There are not 
many goats in our vicinity, but reckon 
up the number of people keeping them, 
and one gets a list of 15 or more. 
This new mixture had received enthus- 
iastic commendation from two or three 
local goat keepers. We called as many 
of the rest as we could reach by tele- 
phone. We got orders from five. Now, 
with good luck, those five will repeat 
with us, and some of them we can 
sell other lines. 

Approach has a lot to do with tele- 
phone-selling success; that is -one 
thing I have learned. We wish to 
get together a list of prospects on 
whom to work—accompanied by spec- 
ial information. Our regular custom- 
ers were logical sources of informa- 
tion. Now, we could have called up, 
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and asked Jones just from’ whom his 
neighbor Simpson bought his feed, and 
so on. We didn’t do this. 

Gets Help From Patrons 

Instead, calling up, we said we were 
getting ready our list for distribution 
later in the year. Would the customer 
help us with names in his neighbor- 
hood? As names were given, we got 
information on the stock which the 
prospect had, and in quite a few cases 
where he was now obtaining his sup- 
plies. 

Customers are excellent sources of 
credit information, I have found. You 
can learn from them, for example, 
what the scope of a man’s operations 
are, whether he is making good with 
his stock or not, whether his financial 
position is going to be stronger in a 
few months, or perhaps much weaker. 
Of course, such inquiries must be put 
with discretion. The fact remains that 
the telephone is a mighty useful credit 
instrument. 

“The Friendship Angle” 

My own observations of feed buyers 
is that, as a class, they like to find 
a feed dealer, and stick to him, de- 
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veloping friendship. I never lose sight 


of the friendship angle. When, learn- 
ing at the store that Jack Dunn wishes 
to reduce his herd, I'll offer to call 
up several dairymen who might be in- 
terested. If an apple buyer hits town, 
I'll see to it he has contact with the 
customer who is eager to make a quick 
but satisfactory sale. Once you begin 
to look for them, opportunities to do 
service in ways like this come often. 
They give you contact with custom- 
ers over the ’phone, which is nearly 
always an excellent thing. Sometimes 
you perform really valuable services. 
All this is appreciated. Most buyers 
would far rather their feed dealers 
would be a real friend to them, than 
otherwise. 

One of my best telephone plans is 
concerned with new customers. I hear 
the Butterold farm has a new tenant 
named Stone. I check up on him—find 
his credit is O. K. Over the telephone, 
I call Stone up, welcome him to the 
community, extend him the facilities 
of our store and organization, incident- 
ally tendering credit. It is the last 
touch which turns the trick best. Every 
new man in the community likes to 
receive evidence of local confidence in 
him. Instead, he usually is confronted 
by guarded reception and utterance. 

Before you call up a prospect, learn 


in advance what the credit aspect is. 
If you can ask him to open an account 
with you, do so. The sound of that 
invitation will be far more appealing 
to the man than one to call at your 
store for service, although the latter 
is far more better than nothing at all, 
and will lead to sales and regular cus- 
tomers. 

Newcomers, especially, are easy to 
turn into customers. They have not 
formed local buying connections, and 
must do so soon. We have a special 
forn® with which all new customers 
are regularly followed up by telephone. 
When the customer should be needing 
more supplies, we call up with a friend- 
ly inquiry as to satisfaction with his 
purchases. 
then for delivery, if we can. 

I tried a new stunt with us last 
month, and it worked well. 
to take a number of inactive accounts 
—men who formerly had bought more 
or less regularly of us, but had not 
been seen at the store for quite some 
time. Each of these I called personal- 
ly, and smoothly as I could led up to 
a direct question. We had missed them 
at the store. Why hadn’t they been 
buying? If there was any mistake 
we had made which we should rectify, 
we'd be glad to do that. In a number 
of instances I discovered some source 


the floors!” 


We take an order right 


This ‘was 


of dissatisfaction, and smoothed it out, 
in three cases recovering for good, I 
believe, the customer. In certain cases 
there were sound reasons why purch- 
asers had gone elsewhere. Mostly ex- 
change of their commodities for feed. 
I checked my list and will give it at- 
tention again in three or four weeks. 
So far, the idea looks like a mighty 
good one. 

There’s something of an art in talk- 
ing over the telephone. Visualize the 
person you are talking to, even if you 
have never seen him. Talk slowly and 
enunciate every word well. Give little 
pauses between phrases. Here’s an- 
other tip: The time you telephone. I 
use the ’phone a great deal evenings. 
True, it cuts into time reserved for re- 
laxation, usually, but then I catch the 
buyer in his home. He doesn’t mind 
chatting with you over the ’phone in 
most cases. When there are weather 
or other conditions which will likely 
restrict buyers to their homes, is an- 
other good time for telephoning. 

And here’s still another idea. When 
you find a man who doesn’t like to 
be called, make a mental or written 
note of it. There are really compara- 
tively few yow will have thus to red- 
ink for avoidance. Most will consider 
your telephoning a thing done in a 
spirit of service. They will be pleased. 


A LOCAL 


POULTRY MAN 


bought all his feed from Jones Milling Co. One 
day, placing his order, he stepped into Jones’ 


office. “T’ll give you $100.00” said he, “if you'll 
let me go through your mill and clean out the 
corners, Sweep up under the machines and on 


Jones delayed his answer,--started thinking. 
through intimacy, blind to 


Hidden Riches 


lying dormant about his mill? He wrote us and explained his problem. 
We recommended a “Racine” Fanning Mill, low in cost, yet just the 
thing to salvage the good grain from Mill Sweepings and reclaim what’s 
often lost in Receiving Separator sieve tailings. 
ing a profit he passed up for years. 
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It’s a worth while idea! 
Ask for ‘‘Hidden Riches’’ 
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Was he, 


Now, Jones is realiz- 


S. HOWES CoO., INC. 


INVINCIBLE GRAIN CLEANER CO. 
SILVER CREEK, N. Y. 


‘ 
NSONAFIELD 


Hurrah For 


Jule Moyer! 


May His Tribe Increase 


Lodi Retailer Discontinues All Credit Accounts 
Progressive Experiment Endorsed By The Feed Bag 


ERE’S a reproduction of one 
H of the best feed store adver- 

tisements we have ever seen. 
The advertisement appeared in an Oc- 
tober issue of the Lodi weekly news- 
paper and announces that the Moyer 
Feed Co., of that station will discon- 
tinue selling for credit and conduct a 
strictly cash business on and after No- 
vember 1. 


The change from a credit to a cash 
business policy is a progressive step 
such as has been advocated in articles 
and editorials in The Feed Bag 
throughout the past year and one-half. 
It seems logical that since the feed 
dealer is obliged to pay cash for all 
the feed he buys, even before he un- 
loads it from the cars, that his custom- 
ers should pay cash in turn. 


The trouble with many feed dealers 
who complain about the business in 
which they are engaged is that they 
have permitted the credit business to 
enlarge their book accounts to the ex- 
tent that their working: capital is prac- 
tically all employed financing their 
customers and little is left with which 
to conduct the business. Feed dealers 
need ready money if they are to take 
advantage of market conditions in buy- 
ing which is the first requisite of suc- 
cessful feed merchandising. 

Jule Moyer, head of the Moyer Feed 
_Co., was formerly a farmer and conse- 
quently he knows the farmers’ prob- 
lems as well or better than most feed 
dealers. But he also has learned that 
he can’t properly serve his trade han- 
dicapped with a big book account. We 
say, hats off to Jule Moyer! His ex- 
periment in changing from a credit 
to a cash business will be watched with 
interest by all progressive feed mer- 
chants in the country. 

All this is serious thought, but what 
we started out to do was to write a 
few paragraphs about country news- 
paper advertising for feed dealers. In 
looking through recent issues of coun- 
try weekly newspapers we have no- 
ticed advertisements of C. W. Irish of 
the Clinton Feed Mill, Clinton, Wis.; 
Evansville Grain & Feed Co., Evans- 
ville, Wis.; I. K. Mayr Seed Store, 
Beaver Dam, Wis., and Jamieson 
Bros., Poynette, Wis. 


The retail feed firms listed above 
are perhaps just a few of the many 


STRICTLY 


Cash Business 


WILL BE THE POLICY 
OF THE 


MOYER FEED CO. 


After November Ist 


Please do not ask for credit, 
as we must treat all our 
customers alike. 


using country newspaper advertising to 
increase their sales. Some use news- 
paper advertising to feature the vari- 
ous commodities they handle and oth- 
ers co-operate with manufacturers and 
advertise certain brands. A certain 
amount of advertising of both kinds, 
as a companion to direct mail adver- 
tising to a customer list, is desirable. 


ERNEST ROY has bought the in- 
terests of his former partner, Wilbert 
Stires, in the feed business of Stires 
& Roy, in Branchville, N. J. He is 
joined by his brother Frank, in the 
conduct of the newly organized firm, 
which is now known as The Roy Com- 
pany. 


MARTIN RAUCH is installing a 
feed mill in connection with his thriv- 
ing business at Howard, Wis. He 
plans to use a 27 horse-power tractor 
for power. 


C. M. HAHN, salesman for a min- 
eral feed concern at Burlington, Wis., 
suffered an attack of appendicitis and 
was operated on while at Stevens 
Point, Wis., the middle of November. 


HE. BRUNSELL, of Brunsell & 
Fellows, well-known feed dealers at 
Evansville, Wis., is one of the organ- 


izers of the new Evansville Country 
Club. 
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H. J. HINTZ, progressive feed and 
grain dealer at Pewaukee, Wis., is on 
a deer hunting expedition. Reports 
are that a banker went with him—the 
cost of deer is certainly getting high 
these days. 


SAUK COUNTY NEWS carries a 
column giving the markets and Mr. 
Accola of the Prairie du Sac Feed & 
Fuel Co. corrects them and keeps the 
paper fully posted each week. This is 
a good idea for feed dealers. Farmers 
read the papers and see the price at 
Chicago. They often have no idea 
that the price should be different at 
home. If your local newspaper car- 
ries the market, keep in touch with it. 


RIVERSIDE MILL AND ELE- 
VATOR CO., Black River Falls, Wis., 
has installed a feed mixer. 


B. W. DAVIS has been elected pres- 
ident of the Crawford-Reitmann Mill 
Co., Galesville, Wis. E. L. Bartlett 
was elected vice-president and H. D. 
Reitmann continues as secretary and 
treasurer. A feed mixing unit is being 
installed at the mill and the company 
will manufacture commercial dairy, 
poultry and hog rations in addition to 
milling wheat flour, buckwheat flour, 
and self-rising whole wheat flour. 


COLBY and MARK PORTER 
have recently purchased the business 
cf their father, C. S. Porter, at Fox 
Lake, Wis. The Porter boys have 
been working with their father since 
their graduation from the University 
cf Wisconsin several years ago. 


D. W. McKERCHER, of the Mc- 
Kercher Milling Co., Wisconsin Rap- 
ids, Wis., president of the Central Re- 
tail Feed Association, recently spent 
a day at the association offices in 
Milwaukee. 


A DAIRY PLAY sponsored by the 
Purina Mills will be given at Fox 
Lake, Wis., under the auspices of C: 


S. Porter, Purina dealers, on December 


PURINA DEALERS MEET 

The convention of Purina dealers 
was held at the Nicollet Hotel, Minne- 
apolis, Minn., November 3-4. The 
meeting was attended by more than 
106 retail feed dealers, all of whom 
handle Purina feeds, of Minnesota, the 
Dakotas, Iowa, Wisconsin, and upper 
Michigan. Speakers included . com- 
pany representatives, the dealers, coun- 
ty agents, cow testers and editors of 
poultry magazines. 
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Picture OF My Baby 


Here is the latest picture of my 
baby---Bless her! She's white as 
the driven snow; soft as swan’s 
down; and pure as sunshine. She 
rides the wave of popularity wher- 
ever you find folks who know and 
appreciate good flour. 


YT, 


F. A. RUENITZ, Presipenrt, 
SPRINGFIELD MILLING COMPANY, INC. 


SPRINGFIELD, MINNESOTA 


Milwaukee’s Newest Elevator 
and Newest Grain Firm 


OPERATING | PHONE 
| ELEVATOR “E” GRAND 5230 
Milwaukee 


For prices on 


Capacity 1,500,000 bus. 
Corn, Oats, Barley, 


SAVANNA, ILLINOIS Poultry Wheat and 
400,000 bus. Oat Feed 


4 Wisconsin Grain Elevators Co. 
| Milwaukee Wisconsin 


SSS 
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WHITE Swan 

3 _ FLOUR 

Pringfield Min™ 

SA 


Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE market on wheat mill feeds, 
| particularly insofar as north- 
western produced feeds are 
concerned, has been extremely firm 
during the past two weeks. North- 
western markets continued in their up- 
ward trend in spite of competition by 
way of easy bran quotations from the 
Southwest. 

The delivery situation in the North- 
west can probably be characterized as 
“tight”. Mill production is moderate 
and offerings of feed are at the pres- 
ent time placed on the market in a 
very sparing manner. The larger mills 
report being three to four weeks be- 
hind on their straight car deliveries 
now and the fresh mixed car business 
has been heavy enough to absorb the 
greater part of the present produc- 
tion. 

Although northwestern markets have 
felt the competition of southwestern 
bran, middlings have been in a class 


by themselves. The Minneapolis mar- 
ket has been in line to book all of the 
middlings business of the country with 
the exception of the South and the 
combined inquiry from nearby sections, 
Chicago, Central States, and Eastern 
territories have kept the northwestern 
middling market extremely firm. 

A constant inquiry is present for 


January-February-March shipment but 
there is very little feed offered either 
by mills or jobbers for shipment after 
the first of the year. A limited amount 
of middlings recently sold at $26.00, 
Minneapolis, for January-February- 
March shipment and some pure bran 
at the same price. 


A further help to the northwestern 
market situation has been the let-up 
in the pressure on the part of the lake- 
port offerings. Practically all holders 
of lakeport stocks have now definitely 
decided what they intend to do with 
their committments and have either 
made plans for shipping their feed to 
eastern lakeport before the close of 


navigation or to carry it over all win- 
ter in the West. This may be done 
for a moderate storage charge which 
would total no more than $1.00 per 
ton for the entire winter. 

Trade sentiment both in mill and 
jobbing circles seems to be decidedly 
bullish for the winter months and par- 
ticularly insofar as northwestern pro- 
duced feed is concerned. 


The linseed meal market has recent- 
ly turned somewhat easier. Country 
inquiry is not as active as it has been 
and fresh business at the present time 
is not equal to the present production. 
Unless the demand gathers fresh force, 
it is thought that mill stocks are apt 
to accumulate. The linseed meal mar- 
ket, however, has held up in a remark- 
able style in the face of severe compe- 
tition from other high protein feeds 
of lower prices. 


The cottonseed meal market con- 
tinued its draggy tone. Although there 
are large amounts moving into con- 
suming channels, stocks are heavy on 


‘“‘Tust the Cream of the Wheat’’ 


That’s why— 
Your Trade Will Like 


CREMO FLOUR 


Bread—Baked With CREMO FLOUR—Has Real Wheat 
Flavor—It Always Tastes Like More—Builds Bigger Business 


MIXED CARS } 


We can Ship CREMO 
in Mixed Cars with 
Bran and Middlings. 
Prompt Service. Write 
for our Quotations. } 


CROOKSTON MILLING COMPANY 


MERCHANT MILLERS 


CROOKSTON, MINN. 
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account of the record cotton crop. 
The gluten market has shown a firm 

to strong tone ever since the price 

reduction which was made at the end 


of October. ‘The demand has been 
good and production normal. Large 
orders are said to be placed both for 
prompt and later shipment. The glu- 
ten feed and meal market was advanc- 
ed $1.00 per ton on November 27. 

The hominy market has been firm 
more on account of the limited supplies 
than any aggressiveness in the demand. 
Mills mostly are operating on old busi- 
ness with new orders called light. 

Various feeds for prompt shipment 
are quoted on the Minneapolis market 
today, November 30, as follows: Stan- 
dard bran, $24.75; pure bran, $26.00; 
standard middlings, $26.00; flour mid- 
dlings, $29.00 to $30.00; red dog, $33.50 
to $35.00; linsed meal, $43.50. 


A. J. MARTON has installed a feed 
mill in connection with his business 
at Bloomer, Wis. 


GEORGE A. WASSENAR of Shel- 
con, Ia., has leased the elevator at 
Cascade, Ia., and will install a 30-inch 
Munson attrition mill with two 50- 
horsepower direct connected motors. 
The elevator will also be equipped 
with a corn cracker and other ma- 
chinery for handling grist mil] Business 
in record time. 


WALTER FRASER is installing 
a feed mill at Brooklyn, Ia. 


FOREST SECOR, who represents 
the Purina Mills in southern Wiscon- 
sin, was a recent visitor at the of- 
fices of The Feed Bag. Mr. Secor re- 
ports that the feed business is gen- 
erally good throughout his territory. 


L. C. RINER, of the Northwestern 
Milling Co., Mayville, Wis., talked on 
yeast as an ingredient in commercial 
poultry feeds at a meeting of flock 
owners of the Better Products Hatch- 
ery. 


WHEN YOU NEED 


DRIED BUTTERMILK 


Wire, write or phone us for 
Fresh product direct from 23 plants. 


FEED FORMULAS 
FEED PLANT INSPECTION—EQUIPMENT 
FEED SYSTEM ENGINEERS 


110 S. DEARBORN ST 
CHICAGO, ILL. 


2 2 2 2 2 2 2 2 2 2 2 
2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 


SHIPPERS OF 


RED DURUM 


AND OTHER GRAINS 
for POULTRY FEED 


DELMAR COMPANY 


«ELEVATOR CAPACITY -- 2,000,000 BUSHELG.... 


502 Flour Exchange, MINNEAPOLIS, MINN. 


THANK YOU, MR. ADAM 
“We have been watching The Feed 
Bag for some time and have come to 
the conclusion that it is as wide-awake 
a periodical as there is in the grain 


and feed industry today.’—J. M. 
Adam, Anheuser-Busch, Inc., St. 
Louis, Mo. 


CARGILL ELEVATOR CO. has 
installed an attrition mill in its eleva- 
tor at Litchfield, Minn. 


AUGUST LUEDTKE, manager of 
the Lomira Co-operative Co., feed and 
implement dealers at Lomira, Wis., an- 
nounces that his firm has just com- 
pleted construction of a new modern 
potato warehouse, 40 by 80 feet with a 
7-foot basement, fully equipped with 
latest machinery. 


M. M. McCLONE, well-known 
feed dealer at Bear Creek, Wis., and 
party of five, are on a deer-hunting 
exposition at Tipler, Wis. The party 
has always been successful in the past 
and we assume that everybody allied 
with the feed industry will be invited 
te a venison dinner when Mr. Mc- 
Clone returns. We hope he took a 
bag of salt with him. 


RICHARD JONES of the Iowa 
Milling Co., Cedar Ranids, Ia.. called 
on Milwaukee trade early in Novem- 
ber. 


FREDERICK RAHR, president of 
the Cereal Products Co., Manitowoc, 
Wis., died at the age of 35 years. 


BOYD ROSE has rented the old 
Russell mill and will conduct a feed 
grinding business at Rochester, Wis. 


NEW CROP SEED 
Fredort Certified Seed Co., of Rob- 
erts, Wis., is now advertising new 
crop clover, alsike and alfalfa seed to 
its patrons through its local news- 
paper. 


Since 1891 


FRANK A. PIERCE C9. 


ALL GRADES 


SCREENINGS 


For grinding or feeding 
purposes. 


ALSO 


No. 1 MIXED FEED 
OATS 


Send for Samples 
MINNEAPOLIS, MINN. 
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Small Part Of World Business 
Handled By Co-operatives 


ANAGERS of co-operative 
M flour and feed stores and pri- 

vate owners who have co-op- 
eratives for competitors will be inter- 
ested in the following explanation of 
the progress of the movement by 
George W. Hinman, reprinted by cour- 
tesy of the Milwaukee Sentinel: 

Why is co-operative enterprise such 
a small thing although it has been de- 
veloping for generations? Roughly— 
because it does not fill the bill— 
roughly, because it isn’t able to feed 
and clothe and shelter the people as 
fast as the people multiply and the 
demands upon business increase. 

If the co-operatives—if the schemers 
for the co-operative commonwealth— 
were able to deliver the goods better 
than the present business system de- 
livers them, they would have swept 
the boards long ago. 

Why haven’t the co-operatives done 
this? Because they are only half a 
business system at best; because they 
occupy themselves very little in pro- 
ducing the things that the people live 
by; because they are concerned mostly 
in merely distributing the things that 
others produce. 

Why do co-operatives thus limit 
themselves to only half the business 
ficld? For the simple reason that no 
way has been found to make co-op- 
erators in general—real co-operators 
—work hard at producing the goods 
where the co-operator gets no special 
profit or big reward for producing 
them rapidly or cheaply. 

In other words, if there is no spe- 
cial benefit to be gained by the worker 
or producer, there is no special effort 


such as is the order of the day in the | 


present way of doing business. 
Another reason why nationwide co- 

operation can not be a success, can not 

support a great modern nation, is that 


HIAWATHA 


Grain Company 
MINNEAPOLIS, MINN. 


SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 
Type of Feeding Screenings 


Get Our Samples and Prices 


it is not a capital builder. 

What enables the United States to 
support its population so lavishly to- 
day? The vast accumulation of capital 
—capital for industry, capital to make 
the wheels go round, capital to meet 
payrolls. 

No such vast accumulation of capi- 
tal has even been attempted by co-op- 
eratives. To attempt it is against the 
very nature of co-operatives. No such 
vast accumulation would be possible 
under the government of a co-operative 
commonwealth, for a government is 
never a saver but always a spender. 

In fact, necessary as capital build- 
ing is for a growing nation, no way 
has been found to build it by govern- 
ment activity or so-called “mass ac- 
tion’. Capital building is a personal 
matter. It has to have personal am- 
bition or personal necessity to start 
it and keep it going. This is true 
whether applied to the family man 
saving money for his wife and children 
or to the captains of industry striv- 
ing for the crown of business success. 

It is for these reasons that a na- 
tion’s business capital does not spring 


up spontaneously, as some suppose, 
but is produced laboriously; that a 
nation’s business capital has to be re- 
newed every twelve or fifteen years; 
that a nation’s business capital disap- 
pears where its accumulation is left to 
a government. 

It finally is for these reasons that 
the co-operatives, while good as far 
as. they go, are not destined to dis- 
place the present business system or 
even to encroach. much further upon 
its field. 


B. J. ASTON of B. J. Aston, Inc., 
Milwaukee, has been calling on friends 
and customers throughout the state. 
Mr. Aston says everybody is looking 
for high prices on oats. 


JOHN R. DAVIS, pioneer flour mil- 
ler who recently has been engaged in 
the lumber business, died at Oshkosh 
at the age of 78 years. 


DONAHUE-STRATTON CO., op- 
erating two Northwestern road eleva- 
tors at Milwaukee, is installing an ad- 
ditional 10,000 bushel grain drier in its 
Rialto house at a cost of about $25,- 
000. Drying equipment in Milwaukee 
elevators is being taxed this season 
due to the high moisture content of 
coarse grains, especially corn. 


Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 
bran, middlings, rolled oats, oil meal, etc., 
as well as oyster shell, animal protein 1% 

products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 
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Boost The Feed Bag To Firms You Do Business With 


oo oo 
oo 9 oo 
oo e oo 
aqmun s ICes 
oo oo 
oo oo 
On POULTRY FEEDS 
oo n 
oo oo 
50 We offer Square Deal Poultry feeds for od 
BA shipment in mixed cars with any other = 
O19 feeds, or in local lots at the same price. : oo 
50 Always freshly mixed. a 
oo oo 
00 T D WHITEWATER, OO 
VADMUN COMPANY wisconsin.” 55 
oo oo 
0000000000005 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


BY DISPLAYING OUR «6Q [ J” 
SPECIAL INTRODUCToRY Net Up 


Backed by National Advertising 


Dog Food 


Has proven a very desirable and profitable line 

for Feed Dealers. It is seasonable every month 

in the year and every sale means a repeat—cater 
to the Dog Owners. 


UNLIMITED OPPORTUNITIES 


are possible in developing this line of business. 
Write today for our attractive Dealer’s propo- 
sition and full information about Perfection Dog 


Food—the Food that ‘‘Feeds the Champions.’ 


~=PERFECTION FOODS CO. 


BATTLE CREEK Dept. 22 MICHIGAN 
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BRUCE FARMERS’ EX- 
CHANGE, Bruce, Wis., is now oper- 
ating a new double head attrition mill. 


POSKIN ELEVATOR CO., Pos- 
kin Lake, Wis., is remodeling its 
plant. 


IOWA GRAIN MEETING 
Farmers Grain Dealers Association 
of Iowa will hold its twenty-third an- 
nual convention at Ford Dodge, Ia., 
January 25-27, 1927. 


EDWARD H. SPENCER and Otto 
L. Rubach will continue the 60-year- 
old business of W. C. Page & Co., at 
Ionia, Mich. Mr. Page announced his 
retirement November 1. Mr. Spencer 
and Mr. Rubach have been employed 
at the company for many years. 


NEW PLYMOUTH WAREHOUSE 

Plymouth, Wis., will have a new 
warehouse and elevator, according to 
decision recently made by the Farm- 
ers’ Equity Market and Supply Co., 
that city. The Farmers Co. will erect 
a warehouse 60 by 40 feet, including 
an elevator 20 by 40 feet as an addi- 
tion to the present warehouse which 
has inadequate storage facilities for the 
firm’s present large business. 


Th 


Hadden Grain Co. 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 
GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO STOCK 


EXCHANGE 
BOSTON STOCK 
EXCHANGE 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 


94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 


. I} 
| 
| | | 
| | | 
| 
DOG}. 
Their Choice 


DAVENPORT SEED CO., capital- 
ized at $100,000, will succeed the Bruns 
Seed Co., Davenport, Ia., also operat- 
ing a branch store at Moline, IIl. 


A. A. LEPPER, formerly proprietor 
of the Menominee Falls Roller Mills, 
is now representing Sprout, Waldron 
& Co. His experience will no doubt 
make him a valuable asset to his new 
employers. 


CHEESE BOXES are now made at 
the old Parfrey Mill on Pine Creek, 
Richland Center, Wis. The mill was 
first established as one of the first saw 
mills in Wisconsin. A flour mill was 
started in the forties, an-1 the product 
sold as far east as Bostcn. 


H. L. BEECHER, president of the 
Eagle Roller Mill Co., New Ulm, 
Minn., was winner of a 204 pound bag 
of White Swan flour, manufactured by 
the Springfield Milling Co., in a guess- 
ing contest on Sauerkraut Day at 
Springfield, Minn. The new Spring- 
field Milling Co. house publication 
comments as follows in reporting the 
incident: “Mr. Beecher is highly elat- 
ed over being so well stocked with 
flour. He won't lack for good bread, 
good pies and good cake this winter 
now that Mrs. Beecher has White 
Swan in the pantry.” 


Neutral Agents Handle 
Consigned Grain 
(Continued from Page 12) 


all the other commission merchants; 
and the elevator man who buys the 
grain is in competition with all the 
other buyers in the market; and the 
whole market itself is in competition 
with other terminal markets. ~All is 
intense, keen competition. None more 
intense nor keener in any line of busi- 
ness. 

The fact that the Chamber of Com- 
merce assumes no interest in the grain 
other than to protect the rights of both 
the elevator man, the buyer, and the 
commission merchant, the selling agent 
of the absent owner of the grain, in 
regard td questions of the quality and 
quantity of the commodity traded in. 
The Chamber of Commerce as an or- 
ganization directly performs these ser- 
vices, and in addition provides the fa- 
cilities for conducting a market. It 
also administers the rules that govern 
the transactions made under their jur- 
isdiction, which are fair to all con- 
cerned, and are based on the best prin- 
ciples of commercial ethics. 


W. C. McCLINE bought the Court- 
ney Seed & Feed Co., Fergus Falls, 
Minn. 


Personal 
Attention 


SHIP 


OY |. CAMPBELL cratn ana seeps 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


INN 


Everything in Mixed Cars 
™———> TWENTY-FOUR HOUR SERVICE <———@ 


RED OAK BRAND 


RED OAK DAIRY FEED 20% * 
RAPIDS DAIRY 16% 
RED OAK HEN FEED 
RED OAK PANCAKE FLOUR 
We can shipon C. M.& St. P., Green Bay & Western and C. & N.W. 
FLOUR, BRAN, MIDDLINGS, OIL MEAL, COTTON 


SEED MEAL, GLUTEN, HOMINY, CORN, OATS, 
MASHES--in fact, everything in the feed line. 


Price and Quality Right. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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F. A. RUENITZ, president of the 
Springfield Milling Co., has come 
through with another surprise, a new 
house publication for his mill which 
he calls “The White Swan”. “You 
are on our mailing list,’ he advises 
us, “and you are going to get this 
publication monthly whether you want 
it or not.” You can’t make us mad, 
Al. We want it! 


J. H. ETTA & SONS have just 
completed a new feed warehouse, 56 
by 60 feet, at Loyal, Wis. 


L. H. LUTTAN and Joe Sinaiko 
have taken over the Central Feed & 
Supply Co., at Belle Plain, Ia. 


an some 
itto your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you give it to them 
your profits will be larger. 


Pearl Grit Is Almost 


Ail Lime 

0° Hens need lots of lime to 
% make eggs. Growing chicks 
% and young fowls must have 
git if they are to grow and be 
(q@ healthy. Feed Pearl Grit and 
ee see the difference. 

Pearl Grit is a Good 

Grinder 

7 Pearl Grit is made with sharp 
mM nding edges which help the 
oe’ fowl get che most from its 


feed. It does what a smooth 
pebblecannot do in the grind- 
ing of the feed in the I’s 


Be 


gizzard. 
2 Send Your Dealers Name 
oe and 10c for Sample 
J THE OHIO MARBLE CO. 
‘o — Ash Street PIQUA, OHIO 
q Return this Coupon 
8 Enclosed is 10c for Trial Sample 
Q 


SEND IOCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
farmers. Stock Pearl Grit and get 
the benefit 
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It Is Best 
for Poultry 


’ Association, Today 


OWL BRAND 
Cotton Seed Meal 


(The Standard Brand) 


F. W. BRODE CORPORATION 
MEMPHIS, TENN. 


tall re 


If you want a feed that will make you 
friends and money, sell 


Queen Wheat Feed. 


Queen is a dual feed. 
Can be fed to both Dairy 
Cows and Hogs. 


Our feeds are sold direct to 
dealers. One dealer in a 
town. 


Bene, Scrpening» aot exceoding mili ren 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 


CRUDE FIBRE - - 8.3% 
ST. PAUL, MINN. 
<= Office 315 Corn Exchange 
LIS, MINN. 


— 


Can furnish QUEEN in straight 
or mixed cars with CHERO- 
KEE PURE BRAN or CHE- 
ROKEE MIDDLINGS. 


MILWAUKEE, WISCONSIN 


BUYERS OF 
NEW CROP SEED 


Submit Samples for Bids 


»— ASK FOR SAMPLE ENVELOPES 


For 60 YEARS 


<a 


THE LEADING SEED HOUSE 
IN THE NORTHWEST 
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J. T. LAMPMAN, Clavernack, N. 
Y., has completed extensive alterations . 
to his feed mill, and has put in a buck- 
wheat mill. He also has remodeled 
his 200-bbl. capacity rye mill, and in- 
stalled mixing machinery to work up 
his by-product. 


EARL A. WARREN, Poland, N. 
Y., is installing a new steel high- 
speed elevator, to be used in unload- 
ing cars. 


GEORGE F. PIERCE, who has 
been in the grain and feed business in 
Buffalo for more than 25 years, has 
bought a controlling interest in both 
the Dakota Elevator Corporation and 
the Great Eastern Elevator, Buffalo. 
He is president of the new board of 
directors. 


WILLIAM E. TOWNSEND, one 
of Buffalo’s most prominent grain deal- 
ers, died at his home on Asniand ave- 
nue, Buffalo, recently. He entered the 
grain business in Buffalo 25 years ago, 
and was treasurer of the Buffalo Corn 
Exchange. He was 61 vears old. 


HICKOK CONSTRUCTION CO., 
Minneapolis, will build a new 40,000 
bushel elevator for the Farmers’ Ele- 
vator Co., at Fargo, N. D., to replace 
one recently destroyed by fire. 


GEORGE WIEST has recently pur- 
chased the city grist mill and residence 
property at West Union, Ia., from P. 
G. Peterson. 


WATAGO CO-OPERATIVE CO., 
at Watago, III., was recently incorpor- 
ated with a capitalization of $7,000. 


MULLER & BROCKMAN are in- 
stalling a feed mill in connection with 
their grain elevator at Clarksville, Ia. 


A. L. HALE plans to install a feed 
mill in his elevator at Traer, Ia. 


MARTIN'S 
CALF FEED 


IS STILL THE BEST 
and HAS BEEN FOR 
25 YEARS. 


Write For Prices. 


MARTIN CALF FEED CO. 
MINERAL POINT, WISCONSIN 


Join The New Feed Dealers | 
Bie) alfa 
ale 
aa 
: wal 
- 55 — The Owl on the Tag means Quality in the Bag < 8 
ale allel 
ale) e 
‘ Wheat Low Grade Flour, Red Dog, Middlings 
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Classified 


FOR RESULTS—Place your want ad 
in The Feed Bag—the only strictly feed 
retailers publication. Rates on appli- 
cation. 


PARTNER WANTED 
PARTNER WANTED in established busi- 
ness of milling flour and feed, , shipping grain and 
wholesale business. Will accept big percuntane 
in other property. HAWARDEN ROLLER 
MILLS & ELEVATOR, Hawarden, Iowa. 


CORD WOOD FOR SALE 
Seasoned oak cord wood, ee about 
3600 at $8. ry er cord, oO. Load- 
ing Station on C. PETERS, 
Grand Marsh, Wis” 


BUSINESS FOR SALE 
FOR SALE: One of the best retail and 
wholesale flour and feed businesses in the state; 
no competition; and a money maker. Write 
M102, c/o THE FEED BAG, 86 Michigan 
Street, Milwaukee. 


GRIST MILL FOR SALE 
Complete grist mill used only eight months; 
45 horse power oreere Rumley motor; J. B. 
Hammer mill. . LEWIS SON, Dodge- 
ville, Wis. 


ASSISTANT SUPERINTENDENT WANTED 

WANTED: Assistant Superintendent and 
loading foreman for feed mill. Must be famil- 
iar with operation of rolls, corn cutters, attri- 
tion mills, Draver feeders, Union special sewing 
machines, etc., and must know feeds. Excel- 
lent OPPO rtunity for capable man. LADISH 
MILLING CO., Milwaukee, Wis. 


MACHINERY FOR SALE 


Elevator aavipmont | for sale at Knowles, Wis., 
consisting of one 25 gas enatne. one 6 hp. 


gas engine, buckets, bp. & heads, er scale 
and feed grinder. LUEHR RING 
CO., 3009 Lisbon Avenue, Milwaukee. 


in MINNEAPOLIS 
STAY AT 


Che 
New Nicollet 
Hotel 


Mention The Feed Bag When Writing Advertisers 


BUERGER COMMISSION CO. 


510 MITCHELL BUILDING MILWAUKEE, WISCONSIN 


Established for over 30 years 


IF IN THE 


FEED 
MARKET FOR BROADWAY 2017 


HERMANN DEUTSCH 
MANAGER _FEED DEPARTMENT 


Your consignments solicited, BARLEY especially. 


IMMEDIATE SHIPMENT 
MIXED CARS 


Pure Bran Middlings 
SK F 
Flour Midds Red Dog PRICES 
34% O. P. Oil Meal sage 
Straight or Mixed Cars deere 


“Get Acquainted with Our Sudden Shipment Mixed Car Service” 


NORTHWESTERN FEED CO. 


John E. Geraghty, President Maurice J. Beaubaire, Secretary 


511 Metropolitan Bank Building 
MINNEAPOLIS 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


38 Rooms at 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 
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59 Rooms at.................$2.00 | HITE MULE 
257 Rooms at................. 3.50 \ | 
| 41 Rooms at................. 4.00 | 
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Every Member Get A Member, That’s Our Slogan 


ALLIS-CHALMERS 


Attrition Mills 
Grind Any Feed 


WRITE FOR BULLETIN 1229 


Allis-Chalmers Mfg. Co. 
MILWAUKEE, WIS. 


Honesty 

EXCELLENT SERVICE 
RIGHT PRICES 
RELIABILITY 
INTEGRITY 
CUSTOMERS SATISFIED 
KNOWN WORTH 


100% FOR THE DEALERS 


HERRICK FEED COMPANY, INC. 


WHOLESALE FEED SHIPPERS 


HARVARD :-: ILLINOIS 
PHONES 135 and 118 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No. 3 white 
oats. They will please your 
trade. 


Operating Elevator ‘“L’”’ 
MINNEAPOLIS, MINN. 


CHARCOAL 
COD LIVER OIL 
DRIED BUTTERMILK 
PEARL GRIT 


Bag Lots -- Ton Lots 


Dadmun- LaBudde 
Company 


NORTH MILWAUKEE 


2S When you handle 


Darling’s Meat 
Scraps, Tankage 
and Bone Meal 
you are handling the best 
the world produces--and 
it doesn’t cost you one 


2. H 


=" cent more than the other 
S kind. 
State Distributors * 
Darling & Company 

& GRAIN CO. Union Stock Yards ° 
MILWAUKEE Chicago 


8 


| All A-C Feeds are made from | 
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100% PURE 


the best of Grain and Pro- |} 
tein Concentrates. 


A-C BABY CHICK FEED 


A-C BABY CHICK MASH 
A-C FGG PRODUCER 
A-C DEVELOPER 

A-C SCRATCH 


Guaranteed to produce results. 


WRITE FOR SAMPLES 


Wisconsin Milling 
Company 
MENOMONIE, WISCONSIN 
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j..-D-- ROGERS FEED CO. has 
opened for business at 206 North 
Grove avenue, Elgin, IIl. 


OLD DOBBIN is sti!! with us as 
he has been found more desirable than 
trucks for many purposes. There is 
little indication that the day of the hay 
burner has passed into yesterday. Milk 
companies, express companies, lumber 
companies, police departments, and 
students where colleges have banned 
automobiles are reported to be en- 
thusiastic exponents of the horse. 


Doughboy 35% | 
Dairy, cheaper and | 


more complete than 
oil meal. 


Get a complete line _ jj 
in every car. You | 
have | 


9 8 Doughboy Quality 
4 Feeds and Flours 


BUSINESS FIRST 

A Denver hotel, popular with trav- 
eling salesmen, sent this wire: 

“Applebaum and Coldblatt, 

“New York City: 

“Your salesman, Sam Goldstein, died 
here today. What shall we do?” 

The hotel manager received the fol- 
lowing reply: 

“Search his pockets for orders.” 


to choose from. 


Write for our weekly _ ij 
quotations. 


AN ALARMING SHORTAGE 
During a recent convention a theater 
had the following advertisement dis- 
played: 
“Thirty Beautiful Girls” 
“Twenty-five Gorgeous Costumes” 


MIXED CARS ARE OUR SPECIALTY 
In the rush for good seats thirteen 


were quite seriously injured. 


NEW RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


E. J. KOPPELKAM 


TO OUR FRIENDS IN THE 
GRAIN and FEED TRADE 


GRAIN FUTURES 


373 Broadway 


MILWAUKEE, WISCONSIN 


t YEAR IS HERE AGAIN BRING- 
Y | ING MEMORIES OF OLD DAYS, 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


° AND OUR HEARTS GO OUT 
. TO EACH OF THOSE WHOSE 
FRIENDSHIP WE CHERISH. IT IS 


if 

if 

| if 
IN THIS HOLIDAY SPIRIT OUR nf 

if 

if 

if 


expands with 
Printed messages 
They are profitable 
BROS. & 
EstasuisHep 1894 
PRINTERS 


GREETING COMES TO YOU LOOK- 
ING FORWARD TO A CONTINUA- 
TION OF PLEASANT ASSOCIATION 
IN THE DAYS TO COME. 


DONAHUE-SRATTON COMPANY 


MILWAUKEE 
LITHOGRAPHERS 
BINDERS Brokers for Operating 
CORN GLUTEN and . ® N. W. RAILWAY ELEVATORS 
344-346 MILWAUKEE STREET CLISOKN OIL CAKE MEAL AT MILWAUKEE 
Puone 1 076 MILWAUKEE 
Broapway WISCONSIN 


THE FEED BAG—DECEMBER, 1926 Puss 


: | 

FEEDS 

i 
| i] 
‘ | 
| 4 
4 

( 
Pusiness 


WALTER CAREY, veteran feed 
4 I. B. SWANSON CO. dealer and miller, died at home in Corno HyGrade Oat Feed 
‘ ai Wilmot, Wis., at the age of 68 years —13% Protein— 
4 MILLFEED on November 14. He was president Also Reground Hulls, Rolled 
: of the Carey Electric & Milling Co., Oats and Corno Feeding Oatmeal 
of Wilmot from 1900 to June, 1926. 
Corn Exchange Minneapolis Three Minute Cereals Co. 
q and retail feed and milling business 
- GET MY PRICES—SAVE MONEY and supplied electric power to many 5 
* A. L. STANCHFIELD rural stations within a radius of 100 North American Seed Co. 
¥ ’ Carlots and Mixed Cars miles of Wilmot. Wholesale 
FUOILMEAL, Field and Grass Seed 
502 Corn Exchange Bldg. CARL MUELLER, manager of the Reed and Florida Sts. 
MINNEAPOLIS, MINN. newly-organized New Glarus Feed & 


“‘Stand by Stan”’ MILWAUKEE, WISCONSIN 


Fuel Co., New Glarus, Wis., cele- 
brated the opening of his new business 


Consign Your Grain To on November 8. The New Glarus IOWA MILLING C0 
& itso. f ly k 


Shippers of 


; ILW EE The company handles feed, coal and 
CORN and OATS 
We offer Two-Market Service Cedar Rapids Weights and Grades 
Between Milwaukee and Chicago ' Get our prices—We can save you Money 


IOWA FIRMS CONSOLIDATE 


The Northwestern Milling & Pro- The easiest way to uniformly 


E. L. PHELPS & co. Elevator feed God Liver Oi] and Yeast 
MINNEAPOLIS, MINN. ©., both at Belmond, Ta., have con- to Poultry is through the New 


GRAIN—FEEDS solidated. Product called LAY-EGG. 
Manufact f Write For Proposition 
Pure Crushed Oyster Shell THE LAY-EGG COMPANY 
“Dandy” Ground Grain Screenings MILWAUKEE, WIS. 
FOR POULTRY 
For Quality, Price and Service Ask S 
Camel Wheat Feed CARLOTS M. G. Rankin & Co. 
a “A Summer Seller’’ COONS BROKERAGE Co. SHIPPERS OF 
Wes. Feeding Stuffs and Grain 
: EXCELSIOR MILLING CO. 20-21 Chamber of Commerce 
, 827 Flour Exchange Milwaukee, Wis. 
MINNEAPOLIS, MINN. Minnesota Feed Company 
Feed, Grain, Screenings 
J. ERNEST McLAUGHLIN GRAIN FUTURES 1:°0° Bushe 
Certified Public Accountant (Wis.) Write for Prices Up. 
McLAUGHLIN and COMPANY MINNEAPOLIS, MINN. Floor. 
Audits—Costs—Systems Broadway 1738 
1322 First Eto Soo Line B J ASTON INC 
| NEBRASKA CONSOLIDATED 
* WRITE FOR QUOTATIONS MILLS COMPANY LINSEED MEAL 
Maney Brothers Mill & Elevator Co. CARLOTS 
Mothers Best Flour Linseed By-Products Co. 
4 Sacked Grain—Mill Feed 34 CHAMBER OF COMMERCE 
4 1809-11 Minnehaha Ave: MINNEAPOLIS, MINN. MINNEAPOLIS, MINN. 


BAGS BAGS | | 
Sellers and Buyers of yg Albert Miller & Co. 


BAGS OF ALL KINDS Wl) 192 N. Clark St. Chicago,IL. fi your bent 
725-729 Washington Ave. S., Ssies—Promp! Returns 
MINNEAPOLIS, MINN. 
‘ Excellent Feed Storage Facilities. Negotiable Warehouse Receipts Issued. z 
‘ Storag e ASK US FOR OUR LOW STORAGE RATES. Storag e 


| Pounteen Seed] Co LUM Pall WISCONSIN 
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Viallinge 


Prairie Queen Flour 
Is Good Flour 


Let us show you Wisconsin 
dealers who say, ‘‘If we can 
get a customer to buy one bag 
of Prairie Queen hell come 
back to buy a barrel.” 


SCOTT LOGAN MILLING CO. 


SHELDON, IOWA 


| Mother’s Fa 


| Fine self rising pancake, | 


buckwheat and pure 
buckwheat flour. 
WHY NOT GET YOUR SUPPLIES 
FROM A MEMBER OF 
THE C.R.F.A. 


Wire or phone for prices. 


Reeseville Elevator 


| R ILLE, 
Company WISCONSIN’ 


| A Merry Christmas 


and 
» 
_A Happy New Year 


We wish you 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


TWINE NEEDLES 


If it’s a BAG. We have It. 
Should You Have a Surplus, 
**We want it’’ 


Fredman Bag Co. 


Established 1889 


36 Years Honest Service 


MILWAUKEE, 
WISCONSIN 


GWehandle all kinds 


100 LBS. NET of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
-tions and let us keep 
you posted on the 
Minneapolis market. 


I. S. JOSEPH CQ., Inc. 


Minneapolis, Minnesota 
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Che feed Bag 


“The Dealers’ Paper™ 


Vol. 2. No. 12. DeEcEMBER, 1926 


DAVID KNOX STEENBERGH 
Managing Editor 


Published monthly at Milwaukee for re- 
tail feed, flour, grain, coal and allied potew 
dealers. The only strictly retail dealer pub- 
lication in the field. Subscription price—$2.00 
per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 Michigan street, Milwaukee. 


Au. P. Netson, Assistant Editor. 
E. C. Spencer, Buffalo Representative. 


Copyright, 1926, Editoral Service Co., Inc. 


LINSEED 


oooo00000 
oo0000 


00 
00 


00000 


000000000000 00000000 


bags. 


the market. 
ton less than Spence. 


Spence are True Flax Screenings, 
15% Protein and 8% Fat—exception- 
ally well and finely ground—oily— 
sweet—packed in new printed burlap 
Let us send you samples. 


R yal Grain Screenings have prac- 


tically the same analysis and are equal 
to other flax and grain screenings on 


Royal sell at $4.00 per 


oo 
00 


We want to quote 
every carload buyer 
of Linseed Meal in 
the territory served 
by Minneapolis and 
Superior Mills. We 
always have Lin- 
seed Meal to offer. 
Send us a post card 
today and we will 
wire quotations to- 
morrow. If you 
don't know us, look 
us up. We have 
meal for quick ship- 
ment now. 


STUHR - SEIDL 


COMPANY 


Chamber of Commerce 


MINNEAPOLIS 


We Make 


SPENCE FLAX SCREENINGS 


LaBudde Sells . 
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LABUDDE FEED & GRAIN Co. 


WISCONSIN 


Distributors for 


Darling’s Meat Scraps, Pearl Grit and that choice 
Cream of Corn Gluten. 


00 00000000000000000000000 


Deutsch © Sickert 


Company 


400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


JOBBERS AND DISTRIBUTORS OF 
High Grade FEED of All Kinds 


CROWN 


... HIGH GRADE ... 
GROUND SCREENINGS 


14144% Protein, 8% Fat, 14% Fibre 


None Better 


Buy 
CORN, OATS or 
BARLEY 
HERE 


Send Us 


YOUR GRAIN 
and 
HAY 


Consignments—‘“‘To Arrive’’ Offers 
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MADE ONLY BY 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


We have desirable selling territory open for reliable 
brokerage connections. WRITE US. 


4 
FEED REPOR™ 
grand pact 164% sweet paity 
peale® Flovt Feed Co» ghawan® 
No. 93 pate of 8- 10 - 26 
AN 
protein Fat Fibre Ash 
per cent per cent per Cent per cent per Cent per Tent 
craime? 
3.55 \ | 
Remar 
w. B: Grie™ 
qive No. to this report: of yeed 
SWE 2 
Sue 
FE 
= AND, MEAL: : 


FLOUR 


‘THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS* 


Your child—every man s 
child—is entitled to this 
same wholesome, sus- 
taining food. King Midas 
Flour is nch in nutn- 
ment—a fine builder of 
youthful brain and mus- 
cle. Money cannot buy 
better. To use it 1s true 
economy and health in- 
surance. 


CO. 


MINNEAPOLIS, MINN. 


/ | | | IN | 
f = 


| 


